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Turning Points: 20th Century British Sculpture
Tehran Museum of  Contemporary Art (2004)
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Dr Sami Azar, Director of  TMOC (1997 – 2005)

Turning Points: 20th Century British Sculpture
Tehran Museum of  Contemporary Art (2004)

Red on Green by Anya Gallaccio 

Installation at Turning Points, TMOC, 2004

 

 

 

 

Francis Bacon
Two Figures Lying on a Bed with Attendants, 1968

Photo: © Tehran Museum of  Contemporary Art 
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• Think carefully and be clear about why you want to lend/ borrow/ tour internationally

• Use your strategy to choose an appropriate economic and production model

• Challenge your expectations and assumptions

• Good communications and negotiations

• Clear and appropriate documentation

• Have a clear schedule and budget that is understood and agreed by all of  the parties involved

• Be sector aware

• Be flexible

• Seek peer/ professional advice when needed

• Think about legacy and building long-term relationships and partnerships

Top 10 tips for lending/ borrowing/ touring 
internationally

 

 
- Think carefully and be clear about why you want to lend/ borrow/ tour internationally 

If you are not clear about your purpose, then how will you manage to convince lenders to lend? 

 

- Use your strategy to choose an appropriate economic and production model 

There is not a one-size fits all approach to working internationally.  Using your clear strategy for working 

internationally as reference, think about the most appropriate touring or partnership model for you and the parties 

involved, and make sure that the economic model also reflects this.  Work out the right model for your organisation 

based on what you want to do, why you want to do it, and how you will achieve it. 

 

- Challenge your expectations and assumptions 

How can you stretch what you do to get even better results or make a bigger impact? 

 

- Good communications and negotiations 

I think this applies across everything we do but is even more important when working across time zones and 

language differences. 

 

- Clear and appropriate documentation 

Just because you’re working on a crazy project with a crazy time scale, or with countries that don’t place much 

importance on documents, make sure you have appropriate agreements and documents in place.  These will be 

invaluable to have when things might not go to plan.  

 

- Have a clear schedule and budget that is understood and agreed by all of the parties involved 

Again, obvious, but really important when partners in countries might work to different time scales, different 

financial years, and with different currencies.  Remember, fluctuating exchange rates can work with you or against 

you, and the same applies to your project partners. 

 

- Be sector aware 

But also be more generally aware of global changes, and that could be to the political and weather climate as much 

as what is happening in the museum or cultural sector where you are working, or want to work. 
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- Be flexible 

Again, obviously, but doubly true for international projects.  And know how flexible you can be and on what in 

advance of any issues arising.  Where are your boundaries for being flexible and can you clearly communicate these 

to your project partners? 

 

- Seek peer/ professional advice when needed 

We’re a generous bunch and usually happy to share some friendly advice if it means a colleague won’t have to go 

through the same painful process we did.   

 

- Think about legacy and building long-term relationships and partnerships 

This might be easier said than done but a view to longer-term partnerships, and investing time in these, could reap 

bigger rewards in the long-run. 

 

 

• Not having a clear strategy for lending/ borrowing/ touring internationally

• Poor communication

• No clearly agreed schedule and budget

• Underestimating the importance of  relationships and partnerships

• Not actively building your networks/ making the most of  existing networks

• Sending contracts/ formal paperwork without first agreeing how you will work with an international 
partner 

• Forgetting who your stakeholders are

• Lack of  empathy (not putting yourself  in your partner’s shoes)

• Not managing risk appropriately

• Thinking the streets are paved with gold

Top 10 mistakes for lending/ borrowing/ touring 
internationally

 

 

- Not having a clear strategy for lending/ borrowing/ touring internationally 

If you are not clear on your purpose, it will be difficult to communicate this to your partners and potential partners. 

 

- Poor communication 

If good communication is not maintained, this can lead to all sorts of misunderstanding, confusion, or even worse.  

It’s much more efficient to put time into developing and maintaining good communications than it is to sort out 

problems that arise because of poor communication. 

 

- No clearly agreed schedule and budget 

If this is not agreed at an early stage you are setting yourself up for problems. 

 

- Underestimating the importance of relationships and partnerships 

It’s almost impossible to develop relationships and partnerships in an instance.  Take time to develop relationships 

and partnerships in advance of really needing them.   
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- Not actively building your networks/ making the most of existing networks 

As before, if you don’t build up your network in advance, the moment you need one you won’t have one.  Don’t 

underestimate the importance of developing and maintaining your networks.  It will be a good investment of your 

time. 

 

- Sending contracts/ formal paperwork without first agreeing how you will work with an international partner  

Different countries and cultures have different views about formal paperwork.  In some countries you might take 

part in a formal ceremony to sign a contract, possibly in public with the press present.  In other cases, paperwork is 

just a formality and not given much attention because more importance is placed on the person-to-person 

relationships. 

 

- Forgetting who your stakeholders are 

It is easy to focus only on the partners you are working with directly but there are often a whole range of 

stakeholders involved in an international project, perhaps right up to government level. 

 

- Lack of empathy (not putting yourself in your partner’s shoes) 

This is really important when your international partners challenge your approach, way of doing something etc.  

Consider where they are coming from and why they might ask, or need, for something specific. 

 

- Not managing risk appropriately 

This means not only managing risk to objects but also managing risk to people, reputation etc. 

 

- Thinking the streets are paved with gold 

Although it is possible to generate income from international touring, very few organisations make a big ‘profit’ or 

‘surplus’ from this activity or any other type of international work.  That said, there are opportunities for sharing 

costs, off-setting costs, generating a modest income through working internationally.   
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Resources on ICOM UK website: 

http://uk.icom.museum/resources/international-touring-exhibitions/

• Template International Touring Exhibitions Agreement

• British Council report on economics of  international touring exhibitions for UK organisations

• Slides from British Council workshop Write Better international Touring Contracts

• Slides from British Council workshop International Touring Exhibitions: A Beginners Guide

http://uk.icom.museum/events/wirp-workshops-2015-17/wirp-workshop-international-touring-
exhibitions-loans/

• Slides from WIRP Workshop: International Touring Exhibitions & Loans

Information & Resources 

 

 

 

 

Resources on ICOM UK website: 

http://uk.icom.museum/resources/guidance-articles/

• Applying for immunity from seizure for international loans

• International loans in/out

• Developing international partnership projects

• Managing risk to objects / people / reputation

Resources on ICOM website:

• Code of  Ethics http://icom.museum/the-vision/code-of-ethics/

• Standards & Guidelines http://icom.museum/professional-standards/standards-guidelines/

• Fighting illicit trafficking of  cultural goods http://icom.museum/programmes/fighting-illicit-traffic/

Information & Resources

 

 

 



7 

 

 

 

TEG Handbook – chapter on international touring (members access only) http://www.teg.org.uk/

EU Indemnity checklist and Courier Guidelines on UKRG website (members access only) 
https://www.ukregistrarsgroup.org/resources/guidance/

UKRG Top Tips documents covering applying for immunity from seizure, checking the customs status of  
UK and EU loans, importing ivory into the US (members access only) 
https://www.ukregistrarsgroup.org/top-tips/

Lending for Europe: Collections Mobility http://www.lending-for-europe.eu/

CITES (Convention of  International Trade in Endangered Species of  Wild Fauna and Flora) 
https://www.cites.org/eng/disc/what.php

Information & Resources

 

 

 

 

Traveling Exhibits Resources (Smithsonian Museums Studies) http://museumstudies.si.edu/traveling.html

Presentations, papers, programmes from previous ICEE Conferences 
http://network.icom.museum/icee/conferences/past-conferences/

Calendar of  international conferences and events http://uk.icom.museum/events/international-events/

Chinese Museums Association Exhibition Exchange Platform http://en.chinamuseum.com/

List of  commercial touring exhibition companies http://uk.icom.museum/resources/international-
touring-exhibitions/

Information & Resources
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International Networks & Events

Annual Working Internationally Conference (ICOM UK & NMDC), http://uk.icom.museum/events/

2018 Conference, Edinburgh, 7 March 2018

ICOM International Committee for Exhibitions & Exchanges (ICEE) 

http://network.icom.museum/icee/ 2017 Annual Conference, Puerto Rico, October 2017 

https://www.exhibitionexchange.com/

International Committee for Museums & Collections of  Modern art (CiMAM) http://cimam.org 2017 

Annual Conference, Singapore, November 2017 http://cimam.org/cimam-2017-annual-conference/

Ecsite http://www.ecsite.eu/ 2017 Annual Conference, Porto, June 2017 http://www.ecsite.eu/

Association of  Science-Technology Centers (ASTC) http://www.astc.org/ 2017 Annual Conference, San 

Jose, October 2017 

 

 

 

International Networks & Events

American Alliance of  Museums (AAM) http://www.aam-us.org/ 2017 Annual Conference and Expo, St 

Louis, May 2017 http://annualmeeting.aam-us.org/info/

AAM Traveling Exhibitions Network (TEN) http://www.aam-us.org/resources/professional-

networks/traveling-exhibition-network

Informal Learning Experiences Inc. (ILE) http://www.informallearning.com/

International Exhibition Organisers (IEO)

MUSCON http://www.muscon.org/ 2017 Annual Conference, Helsinki, September 2017 

Network of  European Museum Organisations (NEMO) http://www.ne-mo.org/ 2017 Annual 

Conference, Ghent, November 2017
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International Networks & Events

Touring Exhibitions meeting (TEM) http://touringexhibitions.org/ 2017 Biannual Conference, Munich, 

July 2017 

Reimaging the Museum: Conference of  the Americas http://elmuseoreimaginado.com/en/ 2017 
Biannual Conference, Medellín, November 2017

MuseumNext https://www.museumnext.com/ 2017 Annual European Conference, Rotterdam, June 
2017 and 2017 Annual USA Conference, Portland, October 2017

European Registrars Conference https://www.cites.org/eng/disc/what.php 2018 Biannual Conference, 

Budapest, June 2018

Association of  Registrars and Collections Specialists https://www.arcsinfo.org/ 2017 Annual 

Conference, Vancouver, November 2017 http://www.arcsinfo.org/programs/2017-vancouver-
conference/registration

 

 

 

ICOM UK, the only museum association in the UK dedicated to international work, 
connects you to the global museum community, the issues that affect it and 
professional colleagues worldwide.

• 119 National Committees

• 30 International Committees (specialist interest groups) http://uk.icom.museum/about-
us/international-committees/

• 23 Affiliated Organisations http://icom.museum/the-committees/affiliated-
organisations/

• 5 Standing Committees http://icom.museum/the-committees/standing-committees/

• ICOM General Secretariat based in Paris

ICOM & ICOM UK

 

 

• ICOM UK, it is the only museum association in the UK dedicated to international work, connecting you to the 

global museum community, the issues that affect it, and professional colleagues worldwide. 

 

• ICOM UK is one of the 119 National Committees of ICOM, whose General Secretariat is based in Paris. 
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• The National Committees are the main tools of communication between the General Secretariat and the ICOM 

members. The 119 National Committees ensure the interests of the organisation are managed in their respective 

countries, and represent their members within ICOM, and contribute to the implementation of ICOM’s 

programmes. 

 

• There are then 30 International Committees, or specialist interest groups that are part of ICOM.  These 30 groups 

cover all aspects of museum work, such as exhibitions, museum management, education, conservation etc., as 

well as subject specialisms, such as regional and city museums, historic houses, Egyptology etc.  It is these groups 

that give ICOM UK members an instant global network of museum peers with similar professional interests. 

 

• In addition to the 30 International Committees, there are an additional 23 Affiliated Organisations who 

participate in ICOM’s activities and contribute to the organisation and its network, whilst maintaining their 

autonomy.  These 23 Organisations include groups covering modern art, corporate collections, maritime 

museums, children’s museums and many more. 

 

• There are also 5 Standing Committees, which are working groups for specific areas affecting the global museum 

community, such as Disaster Risk Management, Ethics, Finance, and Legal Affairs etc. 

 

 

 

 

�Grants for travel to EU countries and greater Europe

� Focus on mutually beneficial projects and partnerships with organisational impact

� £7,200 available over two years (2017 – 2018)

� £700 available per application

� Open to non-ICOM UK members

� Application form and guidelines available on ICOM UK website http://uk.icom.museum/about-
us/bursaries/icom-uk-hwb-travel-grant-scheme/

� Deadline for applications 30 June 2017

� Global Travel Grant Scheme (supported by the British Council) to launch in October 2017

ICOM UK & HWB Europe Travel Grants
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Thank you!

For further information visit the ICOM UK website:  http://uk.icom.museum

Contact:  Dana Andrew, Executive Director, dana@cuello-andrew.co.uk

 

 

 

 


